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Profit Effective Selling 
PROFIT EFFECTIVE SELLING IS DIRECTLY TIED TO OUR 1994 OBJECTIVES 
A EARNINGS 


EARNINGS 
EARNINGS 
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| | RJR’s Strategy For the 1990’s 











WHEN MAKING A CALL YOU MUST ASK YOURSELF THREE BASIC QUESTIONS 


Is it the right thing to do ? 


. DOES IT FIT WITHIN OUR BUDGET 
> For our business ? WILL IT HELP OUR BUSINESS GROW 


» Fc ? WE REACHING THE SMOKER WE INPA 
» For our consumers ARE WE REACHING THE JOER ME WANT TO IMPACT 


> For our customers ? ARE WE HELPING THE RETAILER MAXIMIZE SALES AND PROFIT 
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FIND O 
HOW DO WE DETERMINE WHAT S 
b> What sells and what doesn't? s STORE INVOICES ORDER BOOS STOCK Leva AND 
LOOK A DISPLAY’S 

je What i is competition doing? 

apes ARE THEY DISPLAYING AND PROMOTING AND TO WHAT EXTENT 
» What do we need io do? 

TO ACCOFPLISH OUR SALES OBJECTIVE 


The 


End Resulta Win-Win Situation for RJR and the Retailer. 
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| | lmplementation 


» Work within your budget 
» Get to the decision maker. 
»» Work the program in a timely fashion. ser TIME CONSTRANTS AND INPLEMENT 
» Followthrough for future success. — , 
IF THE PROGRAM WAS A SUCCESS MAKE’ NECESSARY CHANGES AND RESELL 
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WHAT ARE THE RESULTS YOU CAN EXPECT WHEN YOU PROPERLY ANALYZE A CALL AND SUCCESFULLY IMPLEMENT 
& Proper Merchandising YOUR PROGRAMS 


- Bestlocation FOR OUR DISPLAYS , RIGHT IN THE CONSUMERS FACE / 


-“ Dead Net” Pricing Ensures we ARE COMPETITIVE 


»> Right brand promotion 
TO COMBAT OUR COMPETITOURS PROMOTIONS 


> Correct category emphasis 
- Full Price or Savings 


» Proper pricing among tiers. 
> impactful POS 


» Plan for profitable volume growth for RJR and the Retailer 
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| Call Analysis 





Once a call is analyzed what resources are available 
for you to use? 


» National Plan wrc wiu BE YOUR PRIMARY PROMOTION EACH MONTH 


» Co-Marketing Accrual es en ae HELP ADDRESS THOSE BRANDS NOT WORKED UNDER 


SSE Sal em, w; Beton emd 
» Buy Down $ ite JONES W WILL C COVER THIS PROGRAM NEXT om. oPporteritiss 


Süit WILL HELP US BUILD OUR LOW COST BUSINESS DURING is BREISESE 
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| _ Keys To Business In 1994 


» Spend Resources Sensibly. SPREAD AVAILABLE DOLLARS THROUGHOUT YOUR ASSIGNYENT 
> Creativity | 
» Target promotions for maximum effectiveness. 
> Get the most out of every call. 
» Promotional decisions based on maximizing profit 
for RJR. WHERE CAN YOU GET THE MOST BANG FOR THE BUCK 


» Become the “category expert” to your customers. 
KNOW YOUR BUSINESS, YOUR COMPETITIORS BUSINESS AND YOUR RETAILERS BUSINESS : 


View The Call As Your Consumers Do ! 
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F Creativity in pre-call planning. 
`» Proper Call Analysis. 
_» Implementation and followthrough for Effectiveness. 


Leads to .......... 


EN 


Profit Effective Selling ! 
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